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Since 1883 Whitney Bank has been the leading provider of international trade services to Louisiana exporters. 

Today we boast the only full-service international banking department based right here in our state, ready to assist 

you in reaching for the world.

We’re Louisiana’s local bank but our global network helps you navigate the trade winds so you can concentrate on 

business at home. From documentary collections to letters of credit, spots to forwards, or performance bonds to 

guarantees, Whitney is there with the financial tools you need to export your products successfully. Because like 

you, we’re proud to call Louisiana home. 

     For more information on international trade services, log onto whitneybank.com or contact: 

Roger Griffiths – Foreign Exchange Services

Chris Recondo – International Trade Services 

504.586.3521

International Banking

Member FDIC

FPO
All exports are local...
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Letter from the DEC Chairs

As leaders of the Louisiana District Export 
Council (DEC), we welcome you to the 

world of exporting. Exports create jobs for 
Louisianans and new opportunities for our 
state’s entrepreneurs.

Our DEC provides the business people of Louisi-
ana with international trade expertise and educa-
tional resources focused on encouraging and sup-
porting exporting. Our members – appointed by 
the U.S. Secretary of Commerce – represent some 
of Louisiana’s most experienced export executives. 
They stand ready to advise local companies. 

We created the Louisiana Export Guide to help 
your company compete and win in the interna-
tional marketplace. Our exporters have a wealth 
of government and private sector resources avail-
able to them, but too few take advantage of this 
assistance.

This guide is designed to give you a comprehen-
sive overview of federal, state, local, and private 
sector resources and assistance – everything from 
help fi nding international buyers to assistance 
with fi nancing deals. We’ve included sections on 

logistics, trade fi nance, small business loans, and 
more – all written by experts in the fi eld. 

The Louisiana Export Guide would not have 
been possible without our sponsors, whose ads 
appear throughout this publication. We also are 
grateful to the staff at the U.S. Export Assistance 
Center in New Orleans for their commitment to 
the state’s international trade community. The 
Louisiana District Export Council wishes to thank 
these important contributors. We also invite you 
to visit our website at www.ldec.org for more 
exporting information and links to additional 
resources.

Sincerely,

Guy Barone                  Steve Smith

Editors note – Steve Smith, It Straps On Inc., is 
Chairman of the District Export Council and Guy 
Barone, Xenetech Inc., is the Chairman Emeritus.

Guy Barone

Steve Smith

The Louisiana District Export Council

Le Centre International- a division of  Lafayette Consolidated Government
(337) 291-5474  •  www.lecentre.org
Philippe Gustin, Manager
pgustin@lafayettela.gov 
Ryan N. Gremillion, International Business Director
rgremillion@lafayettela.gov

Lafayette Economic Development Authority
(337) 593-1400  •  www.lafayette.org
Mark Mouton, Director of Business Retention & Expansion
markm@lafayette.org

Find out how Lafayette 
can work for you.

Explore your international options in Acadiana.

www.lecentre.org
www.lafayette.org

Export Seminars &Workshops
Trade Leads
Meetings & Briefings
Site Visits for Visiting Delegations
Trade Missions & Reverse Trade Missions
Catalog Shows
Demographics, Statistics & Economic Indicators
Industry Research
Tax Incentive Programs
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State of Louisiana Exports

Exports continue to help fortify 
the state’s economy: 2008 was 

a record-breaking year for Louisi-
ana’s merchandise exports – both 
Louisiana-originating products and 
major commingled bulk commodities, 
such as grain and coal, produced in 
other states that are shipped abroad 
from Louisiana’s ports and offi cially 
recorded as Louisiana exports. 

Total export shipments from Louisiana 
in 2008 had a value of $41.9 billion, 
based largely on soaring grain and oil prices in the fi rst three 
quarters of the year, placing Louisiana ninth among the states 
in exports in 2008. 

This $41.9 billion of Louisiana exports was a 38 percent 
increase over 2007, and was the second-largest increase 
among all states and triple the U.S. overall export growth of 
11.9 percent last year. By comparison, in 2004, the year prior 
to Hurricanes Katrina and Rita, Louisiana’s exports were $19.9 
billion. Agricultural products, petroleum and coal, chemicals, 
processed foods, and machinery ranked as the state’s top fi ve 

export categories in value in 2008, all of which registered 
gains of 25% or higher over 2007. 

Due to the effects of the global recession and declining 
agricultural and oil prices, Louisiana’s worldwide merchandise 
exports declined sharply in value in the fi rst half of 2009. 
Total export shipments for January-June 2009 declined 31.6 
percent to $15.0 billion, compared to the fi rst six months 
of 2008, while total U.S. exports dropped by 24.6 percent. 
Nonetheless, even with its lower level of exports for the 
January-June 2009 period, Louisiana moved up to eighth in 
the state rankings from ninth for all of 2008. 

Louisiana is preparing for the gradual recovery and upturn 
in global markets and has many worldwide opportunities 
for the future. The state also has a signifi cant hemispheric 
advantage. The Mississippi River is truly “The Avenue of the 
Americas,” a magnifi cent water highway leading to and from 
the rest of the world, and especially to nearby Latin America. 

Last year, of Louisiana’s total record exports of $41.9 bil-
lion, 37 percent ($15.6 billion) were shipped to Mexico, Latin 
America, and the Caribbean region. Mexico was the number 
one market for Louisiana exports, while Canada

continued on the next page

World Trade: An Engine of Growth for Louisiana

Eugene J. Schreiber

By Eugene J. Schreiber

www.mepol.org

Be one step ahead of your competition by 
using proven methods to increase your 

sales and decrease your costs by 20%. Call 
800.433.6965 for more information.

GROW YOUR BUSINESS



6 Louisiana Export Guide 2009-2010

The International Freight Forwarders and Customs Brokers 
Association of New Orleans (IFFCBANO), organized in 1913, 
is a non-profi t organization, encompassing U.S. Treasury 
licensed customs brokers and Federal Maritime Commission 
(FMC) licensed international freight forwarders (IFF.) Our 
membership’s customer base includes thousands of importers 
and exporters in North America providing reliable, effi cient and 
honest service, while handling cargo through all U. S. ports. 

IFFCBANO is an active member of the National Customs 
Brokers & Forwarders Association of America, Inc. (NCBFAA) 
IFFCBANO also partners with U. S. Customs’ offi cials on a 
local and national level to ensure your shipment is secure.

If you require a Freight Forwarder (Exports) or Customs 
Broker (Imports) for your shipping needs please contact us. 
For a list of members visit us online.

IFFCBANO
1908 Clearview Pkwy. • Suite 203

Metairie, LA  70001

iffcbano@bellsouth.net

Tel: 504-779-5671
Fax: 504-779-5670

www.iffcbano.org

International Freight Forwarders and 
Customs Brokers Association of New Orleans

State of Louisiana Exports

continued from the previous page

ranked fi fth, with both results refl ecting the positive trade im-
pact that the North American Free Trade Agreement (NAFTA) 
has had on Louisiana. 

In addition, the U.S.-Dominican Republic/Central Ameri-
can Free Trade Agreement (DR/CAFTA), the U.S.-Chile FTA, 
the U.S.-Peru FTA, and the pending FTAs in Congress with 
Colombia and Panama (along with Korea) all offer timely op-
portunities for Louisiana and its strong hemispheric transpor-
tation links to the U.S. heartland. Another potential for the 
longer-term future is Cuba and the possible further opening of 
that market to U.S. goods and services. 

As further evidence of its commercial advantages with Latin 
America, a recent detailed analysis of Southeast Louisiana’s 
trade potential from Baton Rouge to the mouth of the Mis-
sissippi River concluded that Latin America should be the 
primary marketing focus. The study, by Booz Allen Hamilton 
consultants, was commissioned by Greater New Orleans Inc. 
and the Baton Rouge Area Chamber to determine the best 
international trade strategy for the region considering all 
infrastructure assets, such as its port system. 

Eugene J. Schreiber is Managing Director of the World Trade 
Center of New Orleans. He can be reached at 504-529-1601 or by 
email at eschreiber@wtcno.org. This article was excerpted mainly 
from Mr. Schreiber’s testimony before the Committee on Small 
Business and Entrepreneurship of the United States Senate during 
a Field Hearing held in New Orleans on June 30, 2009.

Other 9.27%

Rubber 1.47%
Industrial Machinery 3.48%

Misc. Chemicals 3.59%

Animal & Vegetable Oils 3.71%

Food Wastes 4.12%

Organic Chemicals 5.53%

Plastics 4.44%

Oil Seeds 16.84% 

Cereals 21.78%

Mineral Fuels 25.78% 

Other 48.83%

Turkey 2.79%

Germany 3.1%

Korea 3.31%

Colombia 3.38%

Egypt 3.66%

Canada 5.1%
Netherlands 5.35% Japan 7.69%

China 8.37%

Mexico 8.40%

Top 10 Louisiana Export Commodities.

Top 10 Destination Countries for Louisiana’s Exports.

Leading Exports (2008)

Leading Destinations (2008)

Source: Wisertrade.org
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The International Trade Council serves as an educational resource 
for the North Louisiana, Southwest Arkansas and Northeast Texas 
Region’s business community, chambers of commerce, port authori-
ties, economic development groups and corporations/individuals 
interested in promoting international trade. The ITC’s purpose is to 
serve as a resource in originating export initiatives, and to work with 
all community groups interested in making the area more attractive 
as a major international trade and distribution center. 

International Trade Council
Red River Region

Learn more about the ITC online at: 

www.itc-rrr.org

State of Louisiana Exports

E X P O R T  S U C C E S S  S TO RY

Southland Printing Co. Increases 
Exports, One Ticket at a Time

Odds are that you’ve used one of the products manufac-
tured by Southland Printing Company of Shreveport, 
Louisiana. In fact, you may have one in your wallet 

right now. 

Southland prints parking lot tickets that are used in shopping 
centers, airports, and other parking facilities in more than 40 
countries. The company, founded in 1960 with a $900 bank 
loan and a single used printing press, now occupies a 12-build-
ing complex and employs more than 70 people.

John Manno, who founded the company with his wife Angie, 
still serves as president of Southland. Creativity and technologi-
cal advancement have been hallmarks of the company’s growth. 
Southland’s employees regularly rebuild and modify standard 
printing presses to meet its needs. The company’s Research 
and Development Laboratory also offers its clients custom 
solutions.

“Exports have been a key part of this growth,” says Manno. 
“Southland has gone from a passive exporter to a savvy interna-
tional business with a broad global customer base, an expand-
ing dealer network, and a growing presence at international 
trade shows.”

One avenue of success for Southland has been the U.S. Com-
mercial Service’s Gold Key Service, a “turnkey business trip” in 
which industry specialists at U.S. embassies identify and pre-
qualify potential distributors and buyers, and arrange meetings 
for visiting Southland executives with the best prospects.

Southland also actively seeks ways to differentiate itself 
from global competitors. For example, the company offers full 
service to its customers, handling all paperwork and shipping 
arrangements. Now, Southland is embarking on an aggressive 
multi-year international marketing campaign focused on the 
Western Hemisphere.

“Southland is a great example of how ingenuity and 
customer service can make a company stand out in global 
markets,” says Erin Butler-Mueller, Commercial Offi cer at the 
U.S. Export Assistance Center in New Orleans. “Their success 
is indicative of the opportunities available to Louisiana 
companies who develop new markets outside of the USA.”

CUSTOM BROKERS • INTERNATIONAL FREIGHT FORWARDERS

For over 60 years, M.G. Maher has been a worldwide leader in 
the shipping industry because of its expertise, attention to service, 
details & progressive technology. At M.G. Maher, you can expect 

the best because you are working with the best. 

WORLD HEADQUARTERS
One Canal Place/Suite 1600/New Orleans, LA 70130

Phone: 504-581-3320 • Fax: 504-529-2611

Member National Customs Brokers & Forwarders Assn. of America, Inc.

INTERMODAL TRANSPOERTATION
Barge/Rail/Containers/Airfreight

OCEAN TRANSPORTATION
Export & Import Services

INSURANCE
Marine Transportation

AGENTS
For Owners/Vessel Charters
Surveying & Warehouse

PROJECT MANAGEMENT 
& TRANSPORTATION
With Special Emphasis on Heavy Haul/
Over dimension/Heavy Lift/
Escort/Securing

www.mgmaher.com

Southland Printing’s Customer Representatives Charles 
McHenry (left) and Robert Taylor. 
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Shipping & Logistics

So you’ve found a buyer and hammered out the terms of 
sale. Congratulations! But one question remains: How do 

you get your goods to the international buyer?
Shipping and documentation are the fi nal stage of the 

export process. As with marketing and fi nance, you’ll want to 
assemble a team of experts to help you. 

One of the key members of this team will be a freight 
forwarder. A freight forwarder acts as your agent for the 
movement of cargo overseas – in addition to advising you on 
foreign import regulations and documentation, they advise 
you on packing, insurance, and labeling requirements, help 
you fi nd the most cost-effective way to transport your cargo 
(sea, air, train, or truck), and reserve space for your shipment. 

Some forwarders also act as customs brokers, ensuring that 
shipments comply with customs documentation regulations at 
overseas points of entry. 

When pricing a shipment, be sure to fi gure in the costs of 
freight forwarding service to any international price quotes. 

Contact several forwarders initially. Some companies special-
ize in particular regions or product types. Getting a range of 
quotes will help you choose one best suited to your needs. 

A basic knowledge of key shipping issues and terms will 
help you work effectively with your forwarder. These include 
Incoterms, export documentation, and the harmonized tariff 
system. Incoterms are a set of 13 standard international sales 
terms, designated by three-letter abbreviations, used to divide 
transaction costs and responsibilities, such as payment of 
cargo insurance and freight, between buyer and seller. Com-
mon terms include CIF (Cost, Insurance, and Freight) and 
FOB (Free on Board). 

Less experienced exporters may wish to stick with terms 
that limit their responsibilities, such as EXW (Ex Works, in 
which the seller simply places the goods at the disposal of the 
buyer at the seller’s factory, loading dock, etc. The buyer, or 
their agent, assumes all responsibilities and costs for trans-
porting and insuring the goods from that point.) But as you 
get more comfortable, your fl exibility with regard to terms of 
sale can become an important competitive advantage. A list of 
Incoterms is available online at www.export.gov. 

Having documentation in order is crucial to making your 
shipment move smoothly and quickly to your buyer. Ship-
ping documentation is used to determine tariff rates, track the 
movement of goods, and much more. Common documents 
include the Shipper’s Export Declaration, invoices, packing 
lists, and certifi cates of origin, but requirements vary depend-
ing on the product you’re shipping and where it’s going. Read 
more on common documents and how they work online.

To complete this documentation, and to determine what 
tariff rates your product is subject to, you’ll need to be familiar 
with the Harmonized Tariff System (HTS). The HTS assigns a 
six-digit number to each product that is traded internationally. 
Each country can assign four additional numbers, making the 
entire number 10 digits. The United States does this with its 
Schedule B system administered by the U.S. Census Bureau. 

To fi nd your product’s code, use the Census Bureau’s free 
online tool, the Schedule B Search Engine, accessible online.

E X P O R T  S U C C E S S  S TO RY

It Straps On Grows Thanks to 
Dramatic Increase in Exports

It Straps On, a small Covington, Louisiana manufacturer, 
has fueled its growth during the past decade by expanding 
overseas. In 2008, nearly 28% of the company’s total sales 

volume came from exports – compared to just 4% in 2001.

The company’s products – stainless steel banding, mounting 
brackets, and closure devices – are utilized in a variety of in-
dustries. Company founder Steve Smith relocated to Louisiana 
after a long career in industrial sales. Since its formation in 
1994, It Straps On has grown from two to 14 employees. 

Initially focused exclusively on the domestic market, It 
Straps On has successfully leveraged federal government pro-
grams from the U.S. Commerce Department and Ex-Im Bank. 
Today, the company has customers in 21 countries worldwide. 

It Straps On has taken advantage of numerous Commercial 
Service programs, including the Gold Key Service, Interna-
tional Partner Search, Commercial News USA, market research, 
trade missions, and counseling services. 

“We actively seek partners in new international markets,” 
says Smith. “And we look for innovative market entry strate-
gies, such as partnering with a Black Empowerment Enterprise 
in South Africa.” 

Smith is the incoming chairman of the Louisiana District 
Export Council and, in 2006, was asked to join the state’s 
Industrial Advisory Board. He also has been a featured speaker 
at “Exporting the Right Way,” an annual educational program 
developed by the Louisiana Association of Business and 
Industry. Through his efforts, other Louisiana companies have 
accessed government export assistance services.

A Primer on International Shipping





Is getting paid for your exports ...

stressing youout?stressing youout?

Discover how your federal government can help.

Selling to emerging foreign markets can be risky. Some buyers demand credit,
while some simply default. 

The Export-Import Bank of the United States (Ex-Im Bank), an agency backed
by the full faith and credit of the U.S. government, can provide peace of mind
by protecting your sales against buyer nonpayment. Ex-Im Bank assumes the
credit and country risks the private sector is unable or unwilling to accept.

With coverage in over 150 countries, Ex-Im Bank enables you to enter new markets
with confidence. No transaction is too large or too small. Leverage the powerful
resources of your government now and safely increase your international sales!

For more information, e-mail Stephen.Maroon@exim.gov or call 202.565.3901.

EXPORT-IMPORT BANK of the UNITED STATES
www.exim.gov
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leake   andersson works closely with businesses of all 
sizes to minimize the risks and maximize the benefits of 

going global. For more information on how we can assist 
your export efforts, please contact our practice leader 

Edward T. Hayes, Esq. at ehayes@leakeandersson.com.

The Export-Import Bank of the United States (Ex-Im Bank) is 
an independent agency of the federal government. Its mis-

sion is to create and maintain jobs through exports. It does so 
by assisting in fi nancing the export of U.S. goods and services 
by U.S. companies to foreign buyers in developing markets 
around the world. 

The bank’s products include short- and medium-term ex-
port credit insurance, working capital loan guarantees for U.S. 
exporters, and/or loan guarantees and direct loans for foreign 
buyers of U.S. goods and services.

The Ex-Im Bank’s working capital fi nancing enables U.S. 
exporters to obtain loans that facilitate the export of goods or 
services. Working capital loans, made by commercial lenders 
and backed by Ex-Im Bank’s guarantee, provide exporters with 
the liquidity to accept new business, grow international sales 
and compete more effectively in the international marketplace.

Export credit insurance allows exporters to increase export 
sales by mitigating political and commercial credit risk, while 
offering credit terms to credible international buyers.

Ex-Im Bank also can assist exporters by guaranteeing term 
fi nancing to creditworthy international buyers, both private 
and public sector, dedicated to the purchase of U.S. goods and 
services. With the Ex-Im Bank’s loan guarantee, international 
buyers are able to obtain competitive term fi nancing from 

lenders when fi nancing is otherwise not available.
For a list of the commercial banks in Louisiana that provide 

international trade fi nance, see the Ex-Im Bank’s Lender Refer-
ral List, online at www.exim.gov

Ex-Im Bank enables U.S. companies – large and small – to 
turn export opportunities into real sales that help to main-
tain and create U.S. jobs and contribute to a stronger national 
economy. Ex-Im Bank does not compete with private sector 
lenders, but provides export fi nancing products that fi ll gaps in 
trade fi nancing. The bank assumes credit and country risks that 
the private sector is unable or unwilling to accept. It also helps 
to level the playing fi eld for U.S. exporters by matching the 
fi nancing that other governments provide to their exporters.

 Ex-Im Bank provides working capital guarantees (pre-
export fi nancing); export credit insurance; loan guarantees 
and direct loans (buyer fi nancing). No transaction is too large 
or too small. On average, 85% of the bank’s transactions 
directly benefi t U.S. small businesses.

 With more than 70 years of experience, Ex-Im Bank has 
supported more than $400 billion of U.S. exports, primarily 
to developing markets worldwide. 

More information is available online at www.exim.gov, by 
contacting Mr. Kelly Kemp at the Ex-Im Bank, 214-551-4959, or 
by contacting J. Maxime Roy Inc., 337-235-7548.

Trade Finance

Ex-Im Bank Offers Financing and Insurance

Export Credit Insurance
Can Help Your Company:

J. Maxime Roy, Inc.
Registered Ex-Im Bank Broker

We work with Ex-Im Bank and the major private-market credit 
insurers to arrange the coverage that best fi ts our clients’ needs.  
Please call us if you would like to discuss how export credit 
insurance can benefi t your company. Please contact Warren Bares.

wobares@bellsouth.net • (337) 235-7548
911 Lee Avenue, Suite 410, Lafayette, LA 70501

www.jmaximeroy.com

Increase Export Sales
Off er competitive credit terms to foreign buyers 
while protecting against non-payment with 
export credit insurance

Get Paid
Protect against non-payment by foreign 
buyers due to political and commercial risks

Finance Foreign Accounts Receivable
Enable your bank to include foreign accounts 
receivable in your borrowing base
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Many successful Louisiana com-
panies have thought about 

exporting but hesitate for fear of the 
unknown. The fact is exports offer 
tremendous upside by dramatically 
expanding your universe of potential 
buyers, and very little downside so 
long as you manage the associated 
risks. The good news is that local 
Louisiana banks have all the resources 
you need to collect on your interna-
tional sales so that you can concentrate 
on your business at home.

While each industry is different, for most companies an 
important decision to be made is what sort of payment terms 

to offer foreign buyers in order to maintain a competitive edge 
while minimizing the risk of ending up with a bad foreign 
receivable. Traditionally, there are four basic variations of pay-
ment terms described below. The right mix for your company 
will depend on many factors and will vary by customer and 
even by transaction in some cases. 

1. Cash-in-Advance (no credit risk, but reduced 
sales potential):

By requiring payment prior to shipment, exporters avoid 
credit risk. But for the buyer, risk increases substantially, 
especially if dealing with a new business relationship. Just as 
exporters are concerned about non-payment, buyers are con-
cerned about non-performance, product quality, and cash fl ow. 
As a result, companies that limit their sales to cash-in-advance 
terms are likely to fi nd themselves losing sales to competitors. 

2. Documentary Letters of Credit (limited credit 
risk and more buyer protection): 

A documentary letter of credit (L/C) is a more secure pay-
ment method available to exporters, which also protects the 
interests of the buyer. An L/C allows you to use your local 
bank as an intermediary in the collection process. An L/C 
also allows you to tailor payment and performance terms for 
each transaction so that you can fi ne-tune your sales offers for 
each buyer. Once agreed upon between buyer and seller, the 
terms of the letter of credit are what banks review to ensure 
payment to a seller that has performed accordingly. A letter of 
credit can be “advised” (you take the risk of the foreign bank) 
or “confi rmed” (your local Louisiana bank commits to paying 
you). L/Cs are also a good option in countries with foreign 
exchange controls because the buyer’s bank ensures availabil-
ity of U.S. dollars to pay you.

3. Documentary Collections and Drafts (increased 
credit risk, but with structured terms):

A documentary collection (D/C) is similar to an L/C in that 
some terms can be tailored for each transaction and your local 
Louisiana bank may act as an intermediary in the collection 
process. But, unlike an L/C, a D/C is not guaranteed either by 
your bank or the buyer’s bank, leaving you exposed to buyer 
credit risk. D/Cs do give some credit protection in that your 
collection is more structured and title transfer is contingent 
upon payment. Like L/Cs, D/Cs also help reduce some coun-
try risk factors. 

4. Open Account (seller assumes all risks):
In an open account transaction, goods are shipped and 

delivered before payment is due. While most favorable to the 
buyer, this option represents the highest risk for an exporter.
This method offers no buyer credit protection and increases 

continued on page 18

Trade Finance

Tools To Minimize Risk and Increase Sales
By Luis Carlos Garza

Luis Carlos Garza

E X P O R T  S U C C E S S  S TO RY

International Export Sales 
Leverages Federal Resources

Wilma Castro got her start in the export business 20 
years ago marketing chemical products from her 
native Honduras to the U.S. and Europe. 

After relocating to the United States and working for several 
different fi rms, she decided to start her own company. So, in 
2000, she formed International Export Sales LLC. 

Today, Wilma and her fi ve employees sell U.S. manufac-
tured supermarket equipment throughout Latin America and 
the Caribbean. The company offers its customers everything 
from shopping carts to freezer display units. International 
Export Sales maintains customer relationships with over 200 
international clients, such as supermarket chains, distributors, 
bakeries, hotels, and convenience stores. 

“Customer service is the cornerstone of our business,” says 
Castro. In fact, improving customer service motivated her to 
work with the Ex-Im Bank in order to extend better credit 
terms to prospective buyers. Now, International Export Sales 
has an export credit insurance policy with Ex-Im that allows it 
to offer open account terms to its best international 
customers – and limit the risk to their small company. 

“In today’s global economy, deals can be won and lost 
because of fi nancing,” says Castro. “International Export Sales 
has seen an increase in sales because of this competitive ad-
vantage. For example, just a few months ago we won a major 
sale in Honduras with the help of Ex-Im credit insurance.”

“International Export Sales has found a terrifi c niche,” says 
Erin Butler-Mueller, Commercial Offi cer at the U.S. Export As-
sistance Center in New Orleans. “It shows that you don’t have 
to be large to be successful in global markets.” 
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Trade Finance

Since most banks in the U.S. do not lend against export 
orders, export receivables or letters of credit, it can be 

diffi cult for some small businesses that export to obtain the 
working capital they need to support their international sales. 
That is where a Small Business Administration (SBA) program 
can make the difference. The SBA provides lenders with up to 
a 90% guaranty on export loans as a credit enhancement, so 
that participating banks will make export loans that make the 
necessary export fi nancing available. 

The SBA delivers its export loan program through a network 
of SBA Senior International Credit Offi cers co-located with U.S. 
Commercial Service U.S. Export Assistance Centers throughout 
the country. These offi cers understand trade fi nance and are 
available to explain SBA’s export lending programs. They also 
can help with the application process, fi lling out forms, and 
guiding exporters in selecting appropriate payment methods. 
Two popular SBA programs are Export Express and Export 
Working Capital.

The SBA Export Express program provides exporters and 
lenders a streamlined method to obtain SBA-backed fi nancing 
for loans and lines of credit up to $250,000. Lenders use their 
own credit decision process and loan documentation; exporters 
get access to their funds faster. The SBA provides an expedited 

eligibility review and provides a 
response in less than 24 hours. 

SBA’s Export Working Capital 
Program (EWCP) loans are targeted 
for businesses that need additional 
working capital to support their export 
sales. SBA’s aim for the EWCP pro-
gram is to ensure that qualifi ed small 
business exporters do not lose viable 
export sales due to a lack of work-
ing capital. EWCP loans are used for 
transaction fi nancing. For example, EWCP loans will support 
100% of supplier costs for an export transaction. The EWCP 
loans can also be used to even out cash fl ow when exporters 
have negotiated longer sales terms and cannot carry the result-
ing receivables with their own working capital. The EWCP loan 
can be a short-term loan for a single contract or in the form of a 
line of credit that supports ongoing export sales for a period of 
12 months. 

Richard Schulze is the Small Business Administration Regional 
Manager for the International Trade Program, and can be reached at 
817-310-3749, or at Richard.Schulze@SBA.gov. More information 
about SBA export programs is available online at www.sba.gov

SBA Provides Credit Lines and Working Capital

Bilco Tools supplies the oil industry with 
conventional and CRA tubular handling 
tools such as single- and multi-string 
automatic spider & elevators. The com-
pany decided to offer a new dual spider 
& elevator with 9½” centers for running 
3½” x 3½” pipe. This allows the tongs to 
go in between the pipe without spread-
ing it. They also have a new sliding spider 
that can run pipe sizes up to 5½” x 5½” 
when running duals larger than 3½”. 

For deep water use, Bilco now offers our 
patented Umbilical Manipulation Arm 
for running umbilical lines. For shelf and 
deep water use, Bilco has a complete 
product line of well bore down hole 
clean up tools. 

Please visit www.bilcotools.com to see 
additional tools, many of which are pat-
ented. Bilco has been in business since 
1978 and is one of Louisiana’s leading 
exporters in the oil fi eld industry.

Wellbore Down Hole Clean Up Tools

Dual Automatic 
Spider & Elevators

Precision 
Spider & Elevator

107 Clendenning Road, Houma, Louisiana  70363  U.S.A.
985-851-2240 Toll-Free (in the U.S.): 1-800-222-1873 Fax: 985-872-6970

sales@bilcotools.com  www.bilcotools.com

Richard A. Schulze 

By Richard Shulze
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How can a new exporter go about fi nding the 95% of 
the world’s consumers living outside the U.S? The New 

Orleans U.S. Export Assistance Center, operated by the U.S. 
Commercial Service, provides Louisiana exporters with 
many ways to promote their products and services, fi nd in-
ternational buyers, and overcome the challenges of interna-
tional marketing. 

The U.S. Commercial Service, a division of the U.S. De-
partment of Commerce, has numerous programs aimed at 
helping U.S. companies market their products and services 
overseas. U.S. Commercial Service staff, who are located in 
more than 80 foreign countries and throughout the United 
States, provide key insight to U.S. companies through mar-
ket research, industry insight reports, best prospect reports, 
and A-Z export counseling. Working one-on-one with U.S. 

businesspeople, these staff will identify the federal 
programs and services that best meet their export objectives. 
Some of these services require modest fees, in accordance 
with the agency’s cost-recovery mandate.

For a company looking to gauge demand in a range of 
foreign markets, the U.S. Commercial Service offers both 
traditional and online product catalogues. Commercial News 
USA is a magazine-style publication circulated to foreign 
buyers through U.S. Embassies around the world. U.S. 
companies can advertise their products and services in the 
magazine to reach a broad network of potential customers. 
Companies who prefer to use online listings to drive traffi c 
to their Web sites can post their information on U.S. Com-
mercial Service Web sites around the world. 

Once a company is interested in pursuing business in a 
promising market, the U.S. Commercial Service can do the 
legwork, saving time and money. Industry specialists in U.S. 
Embassies overseas will research potential agents, distribu-
tors or other strategic partners and arrange meetings with 
the best prospects for visiting U.S. executives. They’ll even 
help with interpretation, transportation, and more – with 
the Gold Key Service, which is a turn-key sales trip. For 
a company not yet ready to travel, the Embassy can also 
provide the results of its research in an International Partner 
Search report, complete with full contact information for 
each foreign contact.

U.S. companies can increase their brand awareness and 
market exposure around the world by participating in a 
range of profi le-building activities, such as international 
trade fairs, catalog shows, and trade missions. And without 
leaving the country, business people can meet with U.S.

continued on the next page

U.S. Export Assistance Center

Export Marketing Programs from the U.S. 
Commercial Service and Other Federal Agencies

Staff at the New Orleans U.S. Export Assistance Center, from left; Jonathan 
Temple, Business Development Specialist, Minority Business Development 
Agency; Brie Knox, International Trade Specialist; Delilah DeSouza, International 
Trade Specialist; Erin Butler-Mueller, Commercial Offi cer; Jean Collins, Export 
Assistance Specialist; and Donald van de Werken, Director.E X P O R T  S U C C E S S  S TO RY

Express Oilfi eld Finds 
Representative at Trade Show

Express Oilfi eld Supply Inc., a New Orleans manufacturer 
and reseller of pump systems and related oilfi eld equip-
ment, recently signed a new representative in Mexico. 

In 2008, Claudio Merkins, president of the company, trav-
eled to Villahermosa, Mexico as a member of the Louisiana 
trade delegation to participate in the Petroleum Exhibition 
and Conference of Mexico (PECOM), an annual oil and gas 
trade show. 

The trade mission and program were organized by Delilah 
DeSouza, an International Trade Specialist with the New Or-
leans Export Assistance Center, in conjunction with Le Centre 
International de Lafayette. The U.S. Commercial Service in 
Mexico City provided additional support.

“An important part of the program prior to the trade show 
was a day trip and tour of Petróleos Mexicanos (PEMEX) facili-
ties where companies were briefed on current PEMEX activities 
and future plans,” said DeSouza. “A special networking dinner 
and business to business meetings with local companies was co-
ordinated for the trade mission participants through the Tabasco 
Trade Offi ce and hosted by the Villahermosa Mayor’s offi ce.”

Other benefi ts enjoyed by companies participating in the 
trade mission included the shared booth space at the exhibi-
tion, local transportation, group hotel rates, pre-registration, 
marketing and promotion prior to the show and assistance 
during the trade show. 

According to Merkins, “the connections we made during the 
Commercial Service-organized program were invaluable and in-
troduced us to key companies in the area, as well as connected 
us with a Mexican representative for future equipment sales.”
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U.S. Export Assistance Center

continued from the previous page

Commercial Service industry specialists and 
vetted foreignbuyers attending U.S. trade 
shows and other events, and respond to 
international trade leads. Finally, the New 
Orleans U.S. Export Assistance Center, along 
with local partners, regularly hold seminars, 
webinars, and workshops offering practical 
exporting advice and access to key contacts. 

Other federal agencies provide complementary services. 
Read more about the Export-Import Bank, Small Business 
Administration, and the non-profi t SUSTA elsewhere in this 
guide. To learn more about the U.S. Department of State, 
which provides country information and services for U.S. 
citizens traveling or working abroad, or the Foreign Agricul-
tural Service, a USDA agency that works to improve foreign 
market access for U.S. products, visit their Web sites (listed 
in the Resource section at the end of the guide).

There is a wide world of business opportunities out there – 
let the U.S. Commercial Service and its partners help you 
open the door to new markets. 

Information about these and the many other services available 
to U.S. companies can be found on the offi cial website of the U.S. 
Commercial Service, www.export.gov, or by contacting an Inter-
national Trade Specialist at the New Orleans Export Assistance 
Center, 504-589-6546.

International Trade Specialists from the U.S. Export 
Assistance Center in New Orleans will work with 
your company to offer you a unique link to overseas 
market information, contacts, and trade expertise. 
In addition, the center works closely with an array 
of experienced international business partners, 
including other federal export agencies, state and 
local organizations, and private sector partners.

Through this network, we can provide:

 Export fi nance counseling

 Market research

 Trade contacts

 Trade promotion events and programs

 Advocacy on international contracts

 Info on export documentation and licensing

www.buyusa.gov/neworleans

Export Counseling and Assistance
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More than 95 percent of the world’s market for food and 
beverages is outside the United States. The Southern 

United States Trade Association (SUSTA) is dedicated to 
helping Southern companies export high-value U.S. food and 
agricultural products. SUSTA offers programs to assist small-to 
medium-sized exporters of products ranging from crabs and 
crawfi sh to hot pepper sauce and pecans. 

SUSTA offers many low-cost, low-risk opportunities for sup-
pliers to promote their products internationally through trade 
shows, in-store promotions, and missions to meet one-on-one 
with foreign buyers. With these industry events, companies 
receive help with details and planning and are able to explore 
new market opportunities fi rsthand throughout the year. 

The organization also offers a cost-sharing reimbursement 
program designed to help small companies promote brand-
name products in foreign markets. SUSTA can reimburse eli-
gible companies up to half the costs of advertising, exhibiting 
at international trade shows, and other international market-
ing expenses. 

SUSTA’s Minority Export Training program provides one-
on-one training for new-to-export growers and processors that 
want to develop an international business plan. Our train-
ers walk companies through each step of the export process, 

including how to market their product overseas, research 
potential markets, locate interested buyers, and ship products. 

In addition to these programs, SUSTA offers free resources 
including trade leads, information about exporting, and the 
latest news about markets and industry events worldwide. 
Southern U.S. suppliers can register for a free listing in our 
online Directory of Exporters, which makes it easy for foreign 
buyers to fi nd products from our region. Companies can reg-
ister at www.susta.org/mysusta to be included in the direc-
tory and sign up for our bimonthly newsletter and monthly 
email updates.

SUSTA is a non-profi t trade development association comprised 
of the Departments of Agriculture of the 15 southern states and 
the Commonwealth of Puerto Rico. Since 1973, our programs and 
services have assisted exporters of high-value food and agricultur-
al products. SUSTA is funded by the U.S. Department of Agricul-
ture’s Foreign Agricultural Service (FAS), our member states and 
private companies.

Agricultural Exports

SUSTA Promotes Southern U.S. Agriculture Worldwide
“ SUSTA offers programs to assist small 
to medium-sized exporters…”

701 Poydras Street, Suite 3725
New Orleans, LA  70139
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Propeller
  Club

To learn more about membership please contact us. 

Propeller Club of the United States, Port of New Orleans
1908 Clearview Pkwy. • Suite 203 • Metairie, LA  70001

E: propclubnola@bellsouth.net
 P: 504-779-5671 • F: 504-779-5670

www.propclubnola.org

Members of the Propeller Club of the 
United States represent every aspect 
of the maritime industry and reside 
throughout the United States and 
the world.
The Propeller Club – Port of New  Orleans  mem-
bership is composed of a comprehensive repre-
sentation of the marine industry core companies 
in the greater New Orleans area - from marine 
supply and marine surveyors to naval architects 
and marine engineers; from shipping companies 
to port administrators; from towing companies 
to chemical and petroleum companies.

continued from page 12

exposure to country risk factors, such as foreign exchange 
controls.

Striking the right balance between these payment methods 
and fi ne-tuning your foreign receivables strategy, so that sales 
potential is maximized while maintaining acceptable risk 
levels, is often the hallmark of the successful exporter. Bottom 
line, Louisiana companies of all sizes and in all industries can 
quickly become successful Louisiana exporters by leveraging 
the resources of your local bank and the many resources made 
available to you by our federal government. Take the fi rst step 
by contacting your local bank or the U.S. Export Assistance 
Center in New Orleans.

To learn how to become more competitive in international sales, 
increase your cash fl ows, and mitigate your risks of non-payment, 
contact the international division of your local bank or Luis Carlos 
Garza, Senior Vice President, International Banks at Whitney 
Bank: 504-586-3521 or Lgarza@whitneybank.com

Louisiana Resources

Expedited Logistics 
and Freight Services

Expedited Logistics and Freight Services 
is a full service logistics provider with 
offi ces in over 60 countries and local 
operations in two locations in Louisiana.  

We offer full turnkey supply chain 
solutions including; 

• Domestic Trucking

• Air and Ocean Exports

• Import Brokerage

• Packing

•  Warehousing and Full 
Documentation Services. 

www.elfsfreight.com

In business since 1977, Atlantis 
International markets a complete 
line of High Quality Automotive 
and Industrial Lubricants through a 
network of independent 
distributors reaching more than 27 
countries around the world.

We specialize in the following products

• MOTOR OILS
• HYDRAULIC FLUIDS
• GEAR OILS
• GREASES
• TRANSMISSION FLUIDS
• BRAKE FLUIDS
• OTHER SPECIALTIES

No shipment is too large or small. We handle your orders 
with the special care and efficiency your business deserves.

4744 Kawanee Ave. P.O. Box 7355. Metairie, Louisiana, 70010 .USA. Phone: (504) 455-6509. 
Email: info@atlantis-usa.com

www.atlantis-usa.com

yyy y

Quality Lubricants

Striking the right balance between these 
payment methods and fi ne-tuning your 
foreign receivables strategy, so that sales 
potential is maximized while maintaining 
acceptable risk levels, is often the hallmark 
of the successful exporter.
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Louisiana Resources

 The
 World’s Leader
 in Portable Dredges 
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is a terrible thing to waste
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Reliable Industries Utilizes Bank 
Insurance and Lines of Credit

Reliable Industries Inc., located in Metairie, Louisiana, 
has served the mining, marine, construction and power 
generation industries for the past 26 years. With only 35 

employees, the company serves 1,100 customers in more than 
40 countries. 

Reliable Industries has had an export credit insurance policy 
since 2002 and also uses the Ex-Im Bank Working Capital 
Guarantee program via JPMorgan Chase, a local Ex-Im Bank 
delegated authority lender. Using these fi nancing tools to 
mitigate risk, along with support from the U.S. Commercial 
Service, Reliable has successfully completed numerous export 
sales in South America, the Caribbean, Russia and Africa.

According to Mike Rongey, president of Reliable Industries: 
“During these challenging economic times, the use of Ex-Im 
Bank Insurance and Working Capital Lines of Credit have 
made a tremendous difference in helping to secure new 
international business.”

Business Assistance for 
Minority Entrepreneurs
The Minority Business Development Agency (MBDA) is part 

of the U.S. Department of Commerce. MBDA is the only 
federal agency created specifi cally to foster the establishment 
and growth of minority-owned businesses in America. 

MBDA is an entrepreneurially focused and innovative orga-
nization committed to wealth creation in minority communi-
ties. The agency’s mission is to actively promote the growth 
and competitiveness of large, medium and small minority 
business enterprises (MBEs). MBDA actively coordinates and 
leverages public and private-sector resources that facilitate 
strategic alliances in support of its mission. The agency’s 
vision is to function as an entrepreneurial organization serv-
ing entrepreneurs. The mission is to enhance the growth and 
expansion of minority business enterprises.

MBDA provides funding for a network of Minority Business 
Development Centers (MBDCs), Native American Business 
Development Centers (NABDCs), and Business Resource 
Centers (BRCs) located throughout the nation. The centers 
provide minority entrepreneurs with one-on-one assistance in 
writing business plans, marketing, management and technical 
assistance, and fi nancial planning to assure adequate fi nanc-
ing for business ventures. These offi ces are staffed by business 
specialists who have the knowledge and practical experience 
needed to run successful and profi table businesses.

More information about the MBDA is available by contacting 
Jonathan Temple, MBDA Business Development Specialist, New 
Orleans Offi ce, 504-655-2173, jtemple@mbda.gov 

fedex.com
© 2009 FedEx. All rights reserved.

We understand. Business doesn’t stop at the border. Go global and 
expand the reach of your business to more than 220 countries and 
territories around the world with FedEx.

Fred McMullen 
International Sales Manager 
fmcmullen@fedex.com 
1.985.778.8101

More ways  
to reach  
more places.
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Louisiana Resources

Dealer official de la marquee John Deere pour 
l’Afrique de l’ouest et pour l’Afrique centrale.
John Deere, premier constructeur mondiale de 
machinisme agricole.
• Tracteurs de 55cv á 365cv.
• Récolteuses de riz.
• Récolteuses de canne a sucre.
• Moisseuses batteuses.
• Chargeuses de cane á sucre.
• Outils de préparation de sols.
Recherchons agents/distributeurs pour certains 
pays. Contacter nous pour plus d’informations.

info@tuleuconsulting.com
Phone: +1 504-828-5089

Fax: +1 504-828-8986

www.tuleuconsulting.com

 Stainless Steel Band 
and Buckle Experts

It Straps On, Inc. is an American manufacturer 
and international distributor of competitively 
priced stainless steel band, buckles, wing seals, 
and sign brackets.

www.itstrapson.com
It Straps On Inc. • 74525 Oil Row 

Covington, LA 70435 USA • 985-875-0080 

E X P O R T  S U C C E S S  S TO RY

OCRI Expands Overseas

Oil Center Research International LLC (OCRI), a small, 
privately owned company headquartered in Lafayette, 
is a Louisiana export success story. Today, exports 

represent 100% of the company’s business.
OCRI was launched in 1997 to focus on international sales 

for a preexisting product line that the parent company, Oil 
Center Research, sold primarily along the Gulf coast of the 
U.S. The company sells more than 1,000 products, including 
lubricants, coatings and detergents. OCRI’s products are used 
in the industrial, automotive, marine and fi shing, petrochemi-
cal, agricultural, medical and nuclear power industries.

OCRI has developed several new products specifi cally 
for overseas markets or to address the needs of its foreign 
customers. The company is recognized worldwide as a lead-
ing manufacturer of specialty lubricants, sealants, pump and 
valve packings, thread compounds, tool joint and drill collar 
compounds and other specialty greases, oils and coatings such 
as Liquid-O-Ring® for the oil and gas industry. 

With the assistance of the U.S. Export Assistance Center 
in New Orleans, OCRI has systematically expanded into new 
export markets. The company has utilized a mix of Commercial 
Service programs, including the Gold Key Service, International 
Partner Search, market research and trade leads. OCRI also reg-
ularly participates in overseas catalog shows and foreign trade 
missions, as well as attending trade shows and events abroad.

20% Off First 
Packing Shipment 

CALL NOW!! 

CARGO  
Crating Company 

& Forwarding International 
 

WWW.CARGOIAH.COM 

SERVICES: 
 

Full Service Export Packing 
Domestic Trucking 

International Freight Forwarding 
International Imports  

Warehousing and Storage 
Offsite Packing 
Special Projects 

Three Full Service 
Branches! 

 
  Houston, TX (Headquarters) 
   Phone: (281) 765-0113 
 
  Broussard, LA  
   Phone: (337) 365-8784 
 
  Oklahoma City, OK 
   Phone: (504) 491-8614 
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Export Assistance Resources
Louisiana Economic Development 
Organizations 

City of Lake Charles, 
Offi ce of the Mayor
Randy Roach, Mayor
326 Pujo Street, P. O. Box 900
Lake Charles, LA  70602-0900
Tel: 337-491-1201
Fax: 337-491-1206
Email: rroach@cityofl c.us
www.cityofl akecharles.com

Entergy Corporation
Shelley MacNary
Director of Economic Development
5353 Essen Lane, Suite 120
Baton Rouge, LA  70809
Tel:  225-763-5060 • 800-542-2668
Fax: 225-763-5254
smacnar@entergy.com
www.entergy.com

Greater New Orleans, Inc.
Michael Hecht, President and CEO
365 Canal Street, Suite 2300
New Orleans, LA  70130
Tel: 504-527-6939
Fax: 504-527-6970
Email: mhecht@gnoinc.org
www.gnoinc.org

Jefferson Parish Economic Devel-
opment Commission (JEDCO)
Dottie Stephenson
Deputy Director - Business Outreach
3445 N. Causeway Blvd., Suite 300
Metairie, LA 70002
Tel: 504-833-1881
Fax:  504-833-7676 • 800-816-3113
Email: dstephenson@jedco.org
www.jedco.org

Lafayette Economic Development 
Authority
Gregg Gothreaux, President & CEO
211 East Devalcourt Street
Lafayette, LA  70506
Tel:  337-593-1416 • 800-810-7771
Fax: 337-234-3009
Email: gregg@lafayette.org
www.lafayette.org

Le Centre International 
de Lafayette
(International Trade Center of Lafayette)
Philippe Gustin
International Trade Manager
735 Jefferson Street
Lafayette, LA 70501
Tel: 337-291-5474
Fax: 337-291-5480
Email: pgustin@lafayettegov.net
www.lecentre.org

Louisiana Economic Development
State of Louisiana
Larry Collins, Dir. of International Trade
P.O. Box 94185
Baton Rouge, LA  70804-9185
Tel: 225-342-4323
Fax: 225-342-5389
Email: lcollins@la.gov
www.led.state.la.us

Louisiana Economic Development
Stephen Moret, Secretary
P.O. Box 94185
Baton Rouge, LA  70804-9185
Tel:  225-342-5388 • 800-450-8115
Fax: 225-342-9095
Email: allison.gilmore@la.gov
www.led.state.la.us

New Orleans Metropolitan 
Convention and Visitors 
Bureau, Inc. (NOMCVB)
J. Stephen Perry, President
2020 St. Charles Avenue
New Orleans, LA  70130-9185
Tel:  504-566-5092|

504-566-5011 (Main)
Fax: 504-566-5087
Email: sperr y@neworleanscvb.com
www.neworleanscvb.com

South Central Industrial 
Association (SCIA)
Jane Arnette, Director
P.O. Box 2143, Houma, LA  70361
Tel: 985-851-2201
Fax: 985-851-2202
Email: scindustrial@bellsouth.net
www.sciaonline.net

South Louisiana Economic Council 
(SLEC)
Vic Lafont, Executive Director
P.O. Box 2O48-NSU
Thibodaux, LA  70310
Tel: 985-448-4485
Fax: 985-448-4486
Email: vick.lafont@nicholls.edu
www.bayouregion.com

Southwest Louisiana Economic 
Development Alliance
George A. Swift, President/CEO
120 West Pujo Street
Lake Charles, LA 70602
Tel: 337-433-3632
Fax: 337-436-3632
Email: gswift@allianceswla.org
Website: www.chamberswla.org

Terrebonne Economic 
Development Authority (TEDA) 
Michael Ferdinand, CEO 
319 Roussell St. Houma, LA  70360 
(P.O. Box 3209, Houma, LA  70361) 
Tel: 985-873-6890 
Fax: 985-873-6815 
Email:  mferdinand@tpeda.org 
Website: www.tpeda.org 

Trade Associations & Organizations

Gulf States Maritime Association
Sean M. Duffy, President & CEO
3939 N. Causeway Blvd., Suite 102
Metairie, LA  70002
Tel: 504-833-4190
Fax: 504-8333-4191
Email: sduffy@gsma.us
www.gsma.us

Hispanic Chamber of Commerce 
of Louisiana, Inc.
Darlene A. Kattan, Executive Director
P.O. Box 5985
Metairie, LA  70009-5985
Tel: 504-885-4262
Fax: 504-887-5422
Email: dkattan@hccl.biz
www.hccl.biz

International Freight Forwarders 
& Customs Brokers Association
Cathy Vienne, Executive Director
1908 Clearview Parkway, Suite 203
Metairie, LA  70001
Tel: 504-779-5671
Fax: 504-779-5670
Email: iffcbano@bellsouth.net
www.iffcbano.org

Louisiana Maritime International 
Chamber of Commerce
Cathy Vienne, Executive Director
1908 Clearview Parkway, Suite 203
Metairie, LA  70001
Tel: 504-779-5671
Fax: 504-779-5670
Email: lmicc@bellsouth.net

New Orleans Board of Trade Ltd.
Brett Bourgeois, Executive Director
316 Board of Trade Place
New Orleans, LA  70130
Tel: 504-525-3271
Fax: 504-525-9039
Email: nobot@bellsouth.net
www.nobot.org

Propeller Club Port 
of New Orleans
Cathy Vienne, Executive Director
1908 Clearview Parkway, Suite 203
Metairie, LA  70001
Tel: 504-779-5671
Fax: 504-779-5670
Email: propclubnola@bellsouth.net
www.propellerclubnola.org

Southern U.S. Trade Association 
(SUSTA)
Jerry Hingle, Executive Director
701 Poydras Street, Suite 3725
New Orleans, LA  70139
Tel: 504-568-5986
Fax: 504-568-6010
Email: jerry@susta.org
www.susta.org

Traffi c & Transportation Club 
of Greater New Orleans
Flo Cannon, President
P.O. Box 740970
New Orleans, LA  70174-0970
Tel: 504-433-3364
Fax: 504-433-3365
Email: ttcnola@msn.com
www.ttcgno.com

World Trade Center 
of New Orleans
Eugene J. Schreiber, Managing Director
2 Canal Street, Suite 2900
New Orleans, LA 70130
Tel: 504-529-1601
Fax: 504-529-1691
Email: eschreiber@wtcno.org
www.wtcno.org

World Trade Club 
of Greater New Orleans
Cathy Vienne, Executive Director
1908 Clearview Parkway, Suite 203
Metairie, LA  70001
Tel: 504-779-5671
Fax: 504-779-5670
Email: wtcofgno@bellsouth.net
www.wtcgno.org

U.S. Government Agencies

Bureau of Customs 
& Border Protection
Robert Gomez
Director of Field Operations
1515 Poydras Street, Suite 880
New Orleans, LA  70112
Tel: 504-670-2404
Fax: 504-670-2286
Email: robert.gomez@dhs.gov
www.cpb.com

Department of Agriculture, 
APHIS, PPQ 
& Phytosanitary Exports
Joseph J. Bravata, Offi cer in Charge
900 Airline Drive
Building 24, South Access Road
Kenner, LA  70063
Tel: 504-465-5980
Fax: 504-465-5989
Email: joseph.j.bravata@aphis.usda.gov
www.aphis.usda.gov

Department of Homeland Security 
& Border Protection Vessel 
& Container Arrivals
Eugene Russell, 
Chief Supervisory Offi cer
701 Loyola Avenue
New Orleans, LA  70113
Tel: 504-623-6600
Fax: 504-623-6664
Email: eugene.russell@dhs.gov
www.cpb.gov

continued on the next page
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Federal Maritime Commission
Bruce N. Johnson, Sr.
1515 Poydras Street, Suite 1700
New Orleans, LA  70112
Tel: 504-589-6662
Fax: 504-589-6663
Email: bjohnson@fmc.gov
www.fmc.gov

Food and Drug Administration
New Orleans District Offi ce
Acting Public Affairs Specialist
Natalie A. Guidry
2424 Edenborn Avenue, Suite 400
Metairie, LA 70001
Tel: 504-219-8818 ext. 110
Fax: 504-219-8813
Email: natalie.guidry@fda.hhs.gov
www.fda.gov

USDA, GIPSA, FGIS 
New Orleans Field Offi ce
(Federal Grain Inspection Service)
Kerry F. Petit, Manager
P.O. Box 640, Destrehan, LA  70047
Tel: 985-764-2324
Fax: 985-764-2084
Email: kerry.f.petit@usda.gov
www.usda.gov

New Orleans U.S. Export 
Assistance Center
U.S. Department of Commerce
Donald C. van de Werken, Director
500 Poydras Street, Room 1033
New Orleans, LA  70130
Tel: 504-589-6546
Fax: 504-589-2337
Email: new.orleans.offi ce.box@mail.doc.gov
www.export.gov
www.buyusa.gov/neworleans
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To make changes to your listing or request a new listing, please contact Ms. Jean M. 
Collins at the New Orleans U.S. Export Assistance Center, 504-589-6549 or send an 
email to jean.collins@mail.doc.gov.



Official Export Promotion Magazine of the U.S. Department of Commerce 

Sell Your
Products 

in 176
Countries
Worldwide

www.thinkglobal.us

For a FREE Media Kit 
1-800-581-8533 Ext. 802
advertise@thinkglobal.us

Commercial News USA is published six times a year and is distributed in 176 countries worldwide.

Take Advantage of Our Special Discounts
$500 Discounts for Rural Exporters
Exporters located in rural areas of the U.S. may be eligible for a $500 grant on 1/9 or larger size ads in
Commercial News USA. Discounted ad rates begin at just $395. Companies can see if they qualify by using
the search box at www.thinkglobal.us/rural. Offer expires on 12-31-09.

Special $199 Rate for New-To-Export Companies
Commercial News USA is offering companies that are new to exporting a special opportunity to advertise for
just $199. One ad will reach buyers, distributors, and wholesalers in 176 countries – both in print and online.
More information is available online at www.thinkglobal.us/199

Promote Your Product or Service for Just $399
The USA Product Showcase section of Commercial News USA offers advertisers the opportunity to reach
markets worldwide for just $399. For more information on this program, go online to www.thinkglobal.us/399



For more information about the Louisiana District Export Council or for export assistance:

www.ldec.org • 504-589-6546

DDISTRICTTRICTISTR
EEXPXPOOORTRTR
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DISTRICT
EXPORT
COUNCIL

CURRENT MEMBERS

Sidney D. Alexander
Tempico Medical Processing 
Co., Inc.

Alta Baker 
Safe Haven Enterprises, Inc.

Warren O. Bares 
J. Maxime Roy, Inc.

Guy S. Barone, Jr. 
(Chair Emeritus)
Xenetech Global, Inc.

Manuel F. Blanco
Atlantis International, Inc.

Wilma Castro
International Export 
Sales, L.L.C.

Lawrence B. Collins
Louisiana Economic 
Development
State of Louisiana

Geralyn C. Contini
Schaffer & Associates 
International, LLC

William E. Coyle, Jr.
Bilco Tools, Inc.

William C. Cummins 
(Vice Chair) 
JP Morgan Chase Bank

James Dartez
Reliant Water Technologies

Lori L. Davis
Rig-Chem, Inc.

Edward K. Dwyer
Certifi ed Public Accountant

Albert T. Figuly
Capital One, N.A. 

Philippe Gustin
Le Centre International de 
Lafayette (International Trade 
Center of Lafayette)

Edward T. Hayes, Esq.
Leake & Andersson, L.L.P.

Jerry Hingle, Jr.
Southern U.S. Trade 
Association (SUSTA)

John T. Hyatt
The Irwin Brown Company

Jay W. Jackson
Stuller, Inc.

Edwin G. Jewett, Jr.
CMI Consultants

Rehan Kamal
Computrols Inc.

Robert M. Landry
Port of New Orleans

Agustin E. Loya
Dorner Manufacturing 
Corporation 

Bonnie Blue Maillet
Boysenblue/Celtec 
International

Maria I. O’Byrne Stephenson 
Stephenson, Chávarri 
& Lambert, L.L.C. 

Lisa M. Ponce de Leon
City of New Orleans

Eugene J. Schreiber
World Trade Center of 
New Orleans

Stephen E. Smith
(Chair)
It Straps On, Inc.

Karen St. Cyr 
Port of Greater Baton Rouge

Dorothy Stephenson
Jefferson Parish Economic 
Development Commission 
(JEDCO)

George A. Swift
Southwest Louisiana Economic 
Development Alliance

Jean-Marc Tuleu
Tuleu Consulting Company

Donald C. van de Werken 
(Executive Secretary)
New Orleans U.S. Export 
Assistance Center

Barrett J. Wilson 
(Treasurer)
Global Financial Solutions, LLC
NEW NOMINEES

David C. Conner 
Southwest Louisiana Economic 
Development Alliance

Margaret K. Connor
Louisiana Small Business 
Development Center

Deborah Fehr-Niswanger
Military Truck Parts, Inc.

Violet L. Liner, CPA
Louisiana Small Business 
Development Center

Diana M. Simek
Ark-La-Tex Regional Export 
& Technology Center, Inc.

Robert B. Wetta
Dredging Supply 
Company, Inc.

Louisiana District Export Council Offers 
Support to Exporters Statewide

Some of Louisiana’s most experienced export executives stand ready to advise local companies on export issues and international 
market development. Louisiana District Export Council (LADEC) members are seasoned international traders appointed directly by 
the U.S. Secretary of Commerce. 

The LADEC‘s mission is to help the U.S. Commercial Service/New Orleans U.S. Export Assistance Center (USEAC) identify potential 
exports and act as mentors for new exporters. The group’s members act as the primary trade outreach advisors to the USEAC. If your 
company is an established business, you may receive consulting from the LADEC for free. 

LOUISIANA DISTRICT EXPORT COUNCIL MEMBERSHIP ROSTER


